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1) THE TORO COMPANY REPORTS RECORD FIRST QUARTER RESULTS 

 

 First quarter revenues grow 4.9 percent to a record $444.7 million 

 Net earnings per share up over 60 percent to a record $0.53 

 Company raising full-year earnings guidance; well positioned entering key selling season 

 Commitment to building micro irrigation global presence continues with acquisition in China 

BLOOMINGTON, Minn.-- Feb. 21, 2013-- The Toro Company today reported net earnings of $31.4 million, or $0.53 per 
share, on a net sales increase of 4.9 percent to $444.7 million for its fiscal first quarter ended February 1, 2013.  

In the comparable fiscal 2012 period, the company delivered net earnings of$19.9 million, or $0.33 per share, on net sales 
of $423.8 million. The “per share” data for the comparative periods has been adjusted to reflect a two-for-one stock split 
effective June 29, 2012. 

“Our record-setting first quarter, driven by particularly strong channel demand for large turf equipment and the continued 
growth of micro irrigation sales, propelled us to a solid start for the year,” said Michael J. Hoffman, Toro’s chairman and 
chief executive officer. “Our financial performance benefitted from both accelerated sales related to pre-Tier 4 product 
shipments and early professional end-user demand, along with positive effects of our productivity initiatives.” 

“The optimistic outlook of customers across our businesses is encouraging, as we prepare for our primary selling season,” 
said Hoffman. “Barring new economic headwinds, we anticipate the momentum our golf, landscape contractor and micro 
irrigation businesses enjoyed this past quarter will carry into spring.  

Our residential business retail potential looks solid as well. Recent snowfall across our primary snow markets, including 
the record-breaking blizzard that struck the Northeast, generated additional revenue for our contractor customers and is 
helping clear field inventories, thus boosting prospects for our autumn pre-season snow sales.” 

“Additionally, along with positive market conditions,” Hoffman added, “our latest professional and residential product 
innovations, like the Reelmaster® 3550-D (the lightest golf fairway mower on the market), new 30” professional walk 
power mowers for landscape contractors and the newly Toro-branded products from our Astec and Stone 
Construction acquisitions from 2012, are helping create further opportunities.” 

The Toro Company is also announcing today that it has entered into an agreement to acquire a Chinese micro-irrigation 
company, subject to applicable regulatory approval and other customary closing conditions. Terms of the transaction were 
not disclosed. Hoffman commented, “Although small, this acquisition will help strengthen our presence in China, a critical 
growth market, by establishing a micro irrigation base of operations.” 

The company continues to expect revenue growth of about 4 to 5 percent for fiscal 2013. With the expectations that the 
accelerated margin and earnings benefit of the Tier 4 transition will moderate through the year, the earnings expectations 
are being raised largely to reflect the benefit of tax rate improvement discussed below. The company now expects fiscal 
2013 net earnings to be about $2.40 to $2.45 per share. For the second quarter the company expects to report net 
earnings per share of about $1.20. 

SEGMENT RESULTS 

Professional 

 Professional segment net sales for the first quarter totaled $329.1 million, up 16 percent from the same period 
last year. Domestic shipments of large turf equipment were up due to channel demand. The early successful 
launch of products from the Astec and Stone acquisitions, also contributed to the professional businesses’ 
strong quarter. Furthermore, increased capacity enabled the company to capitalize on steadily growing demand 
for micro-irrigation systems to meet the ever-growing global food requirements. Results in the professional 
segment were somewhat offset by soft international sales activity. 
 

 Professional segment earnings totaled $60.7 million, up 44.3 percent from $42.1 million last year. 

Residential 

 Residential segment net sales for the first quarter totaled $120.9 million, down 12.1 percent from the first quarter 
last year. The decline reflects reduced retail demand for snow products due to unseasonable winter weather 
in North America. However, residential segment results benefitted from improved sales of Pope products 



in Australia. 
 

 Residential segment earnings for the fiscal 2013 first quarter totaled $12.2 million, down 3.6 percent from $12.6 
million in the same period last year. 

OPERATING RESULTS 

Gross margin for the fiscal 2013 first quarter increased 270 basis points from last year to 37.3 percent. The margin growth 
was primarily the result of product mix, pricing, and progress on our productivity efforts. 

Selling, general and administrative (SG&A) expense as a percent of sales for the fiscal 2013 first quarter was up 30 basis 
points to 26.9 percent. The SG&A increase as a percent of sales reflects incremental costs associated with the acquisition 
of Astec and Stone, as well as start-up costs for the new distribution facility in Iowa. 

First quarter operating earnings as a percent of sales were 10.4 percent compared to 8 percent a year ago. 

First quarter interest expense was down 4 percent to $4.2 million due to lower average debt levels. 

The effective tax rate for the quarter was 27.7 percent compared with 33.8 percent last year. The lower tax rate was 
primarily due to the retroactive extension of the Federal Research and Engineering Tax Credit. 

Accounts receivable at the end of the fiscal 2013 first quarter totaled $180.3 million, up 2.7 percent from the same period 
last year, on a sales increase of 4.9 percent. Net inventories for the first quarter were $335.7 million, up 23.2 percent. The 
increase includes product to support the Tier 4 transition, snow throwers and inventory from the Astec and Stone 
acquisitions. Trade payables increased 10.9 percent for the first quarter to $168.3 million. 

About The Toro Company 
The Toro Company (NYSE: TTC) is a leading worldwide provider of innovative turf, landscape, rental and construction 
equipment, and irrigation and outdoor lighting solutions. With sales of more than $1.9 billion in fiscal 2012, Toro’s global 
presence extends to more than 90 countries through strong relationships built on integrity and trust, constant innovation, 
and a commitment to helping customers enrich the beauty, productivity and sustainability of the land. Since 1914, the 
company has built a tradition of excellence around a number of strong brands to help customers care for golf courses, 
sports fields, public green spaces, commercial and residential properties, and agricultural fields. More information is 
available at www.toro.com. 
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2) STRATTEC SECURITY CORP – 1995 BRIGGS AND STRATTON SPIN-OFF DOING WELL 

Milwaukee Journal Sentinel             www.menafn.com   
 
GLENDALE, Mar 03, 2013 -- Riding the rebound of the North American car industry is Strattec Security Corp. 
 
But Frank Krejci, the company's CEO since last year, isn't just along for a ride. He wants the maker of locks, keys and 
latches to diversify beyond its core focus of the auto industry. 
 
That may entail an acquisition or two. It could also mean bringing work to Glendale as a contract supplier to 
manufacturers that are looking closer to home for precision parts rather than to China. Or it may entail expanding further 
overseas to take advantage of increasing car sales in emerging markets. 
 
Last year, Krejci succeeded Harry Stratton, who remains company chairman. Stratton led the firm since it was spun off 
from Briggs & Stratton in 1995. 
 
Krejci, who has spent much of his career at Strattec and Briggs, talked recently about the business. Here is an edited 
version of that discussion. 
 

http://cts.businesswire.com/ct/CT?id=smartlink&url=http%3A%2F%2Fwww.toro.com&esheet=50571332&lan=en-US&anchor=www.toro.com&index=1&md5=a0e2af6a0392f75cd5d7570459b3c5a0
http://www.menafn.com/


Q. How are you getting involved in the on-shoring trend, which has gotten attention for companies like Master Lock, 
bringing work back from China? 
 
A. What we're finding is we can be very competitive with an overseas manufacturer. But people are still saying, "I can still 
get it for about the same price as I can get it here." We say that's fine, but look at the inflation rate: Wage rates are going 
up 10-15-20-30% a year in China. 
 
Q. That's from a low base. 
 
A. It's from a low base, but if the landed cost after all the transportation and everything are about the same (today), I'd 
rather bet on the U.S. because our wage rates aren't going to go up anywhere near that rate. There's a lot of interest, lots 
of opportunity, in doing something like this. 
 
Q. When did you start this? 
 
A. We started from a standing start less than a year ago. We have a separate sales force, a separate website, we've been 
at trade shows, and we've talked with a number of people. This is not an impulse buy, there's months of lead-time. But I 
believe the level of interest has been terrific because they know we make very high quality precision zinc parts. We have 
to. Otherwise, we couldn't be in the automotive business. 
 
Q. What's the growth plan for this business? 
 
A. Right now, we're 100% automotive. I don't think that's the best long-term position for us. Not because I don't have 
confidence in automotive. It's because I believe that if we can be in some complementary businesses, there's going some 
cross fertilization of thinking, designs and ideas that really will help. 
 
Q. But i t helps with the cyclicality -- evening out the highs and lows of the auto industry's cycles? 
 
A. Absolutely. I'm not going to discount that. And I'd expect that, down the road, we'll still be at 70% or 80% automotive 
but I'd like to have some diversification -- not only for the cyclicality, but also for the exchange of ideas. 
 
Q. When will it start showing up in sales and earnings? 
 
A. We're just getting started. My guess is later on in this calendar year we're going to start seeing some impact. But when 
you're a 300 million company, and you're starting something from scratch, it takes awhile for that to show a significant 
impact on either our sales or our bottom line. 
 
Q. Let's turn to acquisitions. One of the things you said in your letter to shareholders last year was that you were 
interested in growth through M&A. What are you looking for? 
 
A. We're looking at complementary businesses. We're talking security products, key fobs, and electronic interfaces with 
mechanical locks. 
 
In the area of motion control, I don't want to define us as just moving doors. So if we define ourselves as motion control, 
there's all sorts of opportunity in terms of both mechanical and electronic control. 
 
When you look at the aging population and the amount of disabilities, our power access group is doing some really 
interesting work now on outfitting vans for people in wheelchairs -- power ramps, power doors, lift gates, all those sorts of 
things. 
 
Q. What's the time frame for growth through M&A? 
 
A. We're in no rush to say we have an acquisition by such and such a date. It's far more important to find people who can 
be in complementary businesses, get to know them. It may be something that could happen in six months, or it might be 
something that could happen in six years. 
 
There's a lot of planting of seeds, and you never know how quickly something may come about. I'm not wedded to a 
specific timeline. I would much rather avoid a bad acquisition than to try and get something done quickly. 
 
Q. You've had quite a reversal as the North American auto market has boomed while Europe stagnates. A few years ago, 
the knock on Strattec was it's too reliant on Detroit and too reliant on locks and keys at a time when the business is 
shifting to fobs and electronic keys. 
 



A. We're not the same business. Ten or 15 years ago we were all locks and keys, all mechanical locks and keys. Now 
we're going more on the electronic side, with push button starts. We've added a lot with driver controls and latches and 
power access. 
 
Q. How did you enter the electronic key market? 
 
A. Twenty years ago we were sitting around the table saying locks and keys are going to disappear over time. That's 
happening, where you might have put five on a car before, now you put one or two. And instead of being the primary 
security device, the mechanical side has become the backup security device. 
 
We've already gone through the major shrinking of the market there. Is there still a need for mechanical? Yes, but instead 
of five locks, it's one lock. But what's happened is there's been a migration to electronics. 
 
We created electronics as a separate business unit. It gives it more focus, more emphasis and more priority. Coming out 
of the venture capital area, I could see the real value of creating boards of directors, so we created boards of directors for 
these business units. That's given my product business managers a sounding board. And they are learning parts of the 
business that they normally wouldn't see. 
 
Q. Now, to China. Talk about your growth plans and challenges there. 
 
A. With our two joint venture partners in VAST (vehicle access systems technology), we went to China because our 
customer said, "We need you there because eventually we need inexpensive parts out of China to serve the North 
American market." 
 
And that wasn't so far-fetched. Ten years ago, China was making maybe 2 million cars a year while we were making 16 
million. Now we're making 15 (million), and they're making 20 (million). They've already passed us. 
 
So with that kind of growth rate, we found once we got there we had our hands full just to manufacture for the Chinese 
market. So virtually nothing comes out of China back to the U.S. 
 
Q. You had relocation costs in your results this last year. 
 
A. We had to go through a move, partly because the Chinese government decided there should be apartment buildings. 
So we built a new facility, we also added some very sophisticated painting capabilities, which gives us a huge opportunity 
in the painted handle business. 
 
That's terrific long term, but we're in the middle of experiencing the pain of that. Because it's sophisticated and automated 
-- which it needs to be to get consistency of quality -- we've had start-up challenges. 
 
I get investors calling me saying, "What's going on? You're losing money in China?" I say yes, we are. But when you look 
at it in a few years, we are going to have a significant door handle business that Strattec will be the one-third beneficiary 
of. 
 
So instead of going out and buying a door handle business, through the losses I am paying for the start-up business, but I 
will be the one-third owner of a significant door handle business in a market that will be growing. 
 
Q. Are you expecting more international activities for VAST? 
 
A. We're looking at India and Brazil now, and expect to do more in those areas. 
 
Q. You took some good-natured razzing when we walked through the factory from some of the male employees over your 
decision to give every female employee a rose on Valentine's Day. Talk about your thoughts on employee engagement. 
 
A. Everybody plays a very important role in the success of the company, or why have them here? If I come up with the 
greatest strategy, and the guy in the shipping room doesn't do something right, what good is my strategy? 
 
So, to me, it's important that everybody understand what a key role they play on this team. And the more they're engaged, 
the more good ideas we're going to get from them. The better we'll perform. 
 
And the other part of it is really psychological because, when you think about it, if you're proud of where you work, what 
you do, that's a huge part of feeling good about yourself and life in general. And what happens then? 
 
You smile at each other, the day goes faster, you're more productive, you feel better. You go home, you don't kick the 
dog. It impacts your family. So the whole thing to me is very important. 



 
We're not working just to make a lock cylinder. We're working to be proud that we are a major supplier to the automotive 
industry. 
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3) ARIENS COMPACT SNOW BLOWERS RECALLED BY CPSC AND BRIGGS AND STRATTON 

The snow blower's carburetor bowl nut can allow gas to escape 
 
March 6 -- Briggs & Stratton Corporation of Milwaukee, WI, is recalling about 5,400 Ariens Snow-Thro 24 inch snow 
blowers. 
 
The snow blower's carburetor bowl nut can allow gas to escape from the unit. There have been no reports of incidents or 
injuries. 
 
The recalled snow blower is 24-inches wide and comes in orange with black. Recalled products have the model number 
920014 and serial numbers ranging from 100,000 through 119,039 that can be found on an Ariens-brand label on the 
lower back panel of the product with the warranty code.  
 
There is also a Briggs & Stratton engine model number 13D1370110 F1 labeled on the side of the engine with the serial 
number range from 12053000000 through 12071699999.  
 
Engines with a circular black marker dot located on the right side of the engine base, below the electric starter and just 
above the oil drain plug, have already been inspected and are not part of this recall. 
 
The snow blowers, manufactured in China and the United States, were sold at Ariens dealers and The Home Depot 
nationwide from August through September 2012 for about $800 to $1000. 
 
Consumers should immediately stop using the product and return it to an authorized Briggs & Stratton dealer for a repair. 
 
Consumers may contact Briggs & Stratton toll free at (877) 564-0172 from 8:00 a.m. to 4:30 p.m. CT Monday through 
Friday. 
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4) BLOUNT ANNOUNCES 4TH QUARTER 2012 RESULTS AND PROVIDES FULL YEAR 2013 GUIDANCE 
 

- Fourth quarter 2012 sales of $230 million 
- Fourth quarter 2012 FLAG sales increased two percent, excluding currency impacts, compared to fourth 

quarter 2011 
- 2013 full year sales growth of zero to five percent expected 

  
PORTLAND, Ore. -- March 7, 2013 -- Blount International, Inc. today announced results for the fourth quarter ended 
December 31, 2012, and provided its 2013 full year sales and operating income outlook.  
 
Results for the Quarter Ended December 31, 2012 
Sales in the fourth quarter were $229.6 million, a three percent decrease from the fourth quarter of 2011. Operating 
income for the fourth quarter of 2012 was $19.4 million compared to $21.4 million in the prior year. Fourth quarter net 
income was $9.0 million, or $0.18 per diluted share, compared to $9.5 million, or $0.19 per diluted share, in the fourth 
quarter of 2011. 



 
Full year 2012 sales were $927.7 million, a 12 percent increase from 2011. Full year 2012 sales declined five percent 
when excluding sales generated from acquired businesses. Operating income for 2012 was $79.3 million compared to 
$98.0 million in 2011, and 2012 net income was $39.6 million ($0.79 per diluted share) compared to $49.7 million ($1.01 
per diluted share) in 2011. 
 
"As we have discussed over the past few quarters, the integration of the businesses we acquired over the previous two 
years was a significant focus last year," stated Josh Collins, Blount's Chairman and Chief Executive Officer. "During 2012, 
our European and North American markets experienced slowing demand, driven by economic uncertainty and weather-
induced, slower buying patterns by our customers. We anticipate a modest overall increase in customer demand in 2013." 
Mr. Collins continued, "Over the last year, we had many achievements that our overall profitability does not reflect. For 
example, we invested in our infrastructure to position the Company for future growth through the expansion of our 
Fuzhou, China, facility and consolidation of our North American assembly and distribution operations. Although these 
moves came at a substantial cost, we believe the heavy lifting is behind us. Our focus in 2013 will include additional work 
in expanding the Fuzhou capacity and other efforts to satisfy customer demand, as well as methodically completing the 
integration of Woods, TISCO, PBL, and KOX." 
 
Segment Results 
Blount operates primarily in two business segments – the Forestry, Lawn, and Garden ("FLAG") segment and the Farm, 
Ranch, and Agriculture ("FRAG") segment. The Company reports separate results for the FLAG and FRAG segments. 
Blount's Concrete Cutting and Finishing ("CCF") business is included in "Corporate and Other." 
 
Forestry, Lawn, and Garden 
The FLAG segment reported fourth quarter 2012 sales of $165.9 million, a slight increase from the fourth quarter of 2011. 
When excluding the impact of foreign exchange rate changes, sales increased approximately two percent compared to 
the fourth quarter of 2011. Sales volumes more than offset the impact of currency rates and a slight reduction in average 
prices. Average pricing declined slightly due to an unfavorable product and customer mix of sales in the fourth quarter. 
Volumes improved, particularly in Europe, which accounted for the largest component of the sales volume increase 
compared to the fourth quarter of 2011.  
 
Segment backlog was $167.9 million at December 31, 2012, a decrease of eight percent from the $182.4 million on 
December 31, 2011. The reduction in backlog relates primarily to softer demand due to the uncertain economic climate in 
Europe. 
 
Segment contribution to operating income and Earnings Before Interest, Taxes, Depreciation, Amortization and certain 
charges ("Adjusted EBITDA") was $26.2 million and $32.9 million, respectively, for the fourth quarter of 2012. Segment 
contribution to operating income and Adjusted EBITDA declined by $0.1 million and $0.5 million, respectively, for the 
fourth quarter of 2012 versus 2011.  
 
Improved sales volumes, lower SG&A spending, and lower steel costs all increased segment operating income; however, 
production volume declines and related costs and currency exchange rate changes more than offset the benefit from 
those factors. 
 
While steel costs have declined consistent with the broader market and the timing of our sell through of inventory, the 
benefit was more than offset by cost/mix, average pricing, and currency impacts. Cost/mix spending was higher as a 
result of slowing production in most of the FLAG product lines in response to soft market conditions and higher inventory 
levels in the last half of 2012. FLAG production volumes for the fourth quarter of 2012 were at approximately 82 percent of 
capacity, compared to 93 percent in the fourth quarter of 2011, resulting in unfavorable plant efficiency and related cost 
absorption.  
 
Partially offsetting the increase in product costs was a reduction in SG&A expense, mainly in the areas of travel, 
professional fees, and advertising. Foreign currency exchange rates contributed to the decline in contribution to operating 
income mostly as a result of the stronger U.S. Dollar versus the Euro, which resulted in lower U.S. Dollar equivalent sales 
and profit. The U.S. Dollar-Euro impact was partially offset by a weaker Brazilian Real driving lower manufacturing and 
overhead costs in the Brazilian operations. 
 
Farm, Ranch, and Agriculture 
The FRAG segment reported fourth quarter 2012 sales of $57.2 million. Fourth quarter 2012 sales decreased $8.5 million 
from the fourth quarter of 2011 mainly on softer sales in the Woods business, along with lower average selling prices in 
the SpeeCo business unit. Tractor attachment and log splitter sales were the primary driver of the decline as seasonally 
higher temperatures and drought conditions in the U.S. in the last half of 2012 depressed sales of both product lines. 
 
Segment backlog was $31.5 million at December 31, 2012, compared to the $30.8 million at December 31, 2011. 
 



Segment contribution to operating income and Adjusted EBITDA was a $3.9 million loss and income of $0.2 million, 
respectively, for the fourth quarter of 2012. 
 
The decline in sales volume generated a reduction to operating income contribution, and cost/mix increased compared to 
the fourth quarter of 2011. Average prices declined, primarily in the log splitter product line, as a result of the mix of 
products sold in that category. The increase in cost/mix was driven primarily by a $2.0 million inventory charge in the 
fourth quarter of 2012 related to the discontinuance of a line of log splitters. Additionally, FRAG support costs increased 
by approximately $1.0 million compared to the fourth quarter of 2011, primarily in the area of supply chain as well as 
information systems costs associated with planned investments in infrastructure. 
 
Corporate and Other 
Corporate and other generated net expense of $2.9 million in the fourth quarter of 2012 compared to net expense of $4.3 
million in the fourth quarter of 2011. The smaller net expense was primarily attributable to improved sales of CCF products 
and lower SG&A spending, driven mostly by reduced acquisition-related activity compared to the prior year. 
 
Net Income 
Fourth quarter 2012 net income decreased due to lower overall operating income in the fourth quarter of 2012 compared 
to 2011. The impact of lower operating income, discussed above, was partially offset by lower interest expense and lower 
income taxes in the comparable fourth quarter periods. Net interest expense was $4.3 million in the fourth quarter of 2012 
versus $4.5 million in the fourth quarter of 2011. 
 
Cash Flow and Debt 
As of December 31, 2012, the Company had net debt of $466.5 million, a decrease of $1.4 million from September 30, 
2012, and a decrease of $1.8 million compared to December 31, 2011. The decrease in net debt since the end of the third 
quarter of 2012 was the result of free cash use of $0.7 million, which was more than offset by the impact of exchange rate 
changes on cash balances of $1.6 million and cash generated from equity compensation plans. 
 
Free cash use was $0.7 million in the fourth quarter of 2012 resulting from cash generated by operations of $12.4 million 
offset by net capital expenditures of $13.1 million. Free cash generated in the fourth quarter of 2012 declined by $2.2 
million compared to the fourth quarter of 2011 mostly as a result of reduced cash from operating activities of $4.4 million, 
partially offset by $2.1 million of decreased capital equipment spending. Cash from operating activities declined primarily 
as a result of a decline in net income in the fourth quarter of 2012 compared to the fourth quarter of 2011, and net capital 
expenditures were smaller in the fourth quarter of 2012 than the fourth quarter of 2011 as spending related to the Fuzhou, 
China expansion slowed somewhat between phases of that project.  
 
The Company defines free cash flow as cash flows from operating activities less net capital spending. The ratio of net 
debt to pro forma last-twelve-months ("LTM") Adjusted EBITDA was 3.4x as of December 31, 2012, which increased from 
2.8x at December 31, 2011. The increase in leverage from the end of 2011 is primarily the result of reduced 2012 
profitability. 
 
2013 Financial Outlook 
The Company's fiscal year 2013 outlook for sales is estimated to range between $930 million and $980 million, and 
operating income to range between $88 million and $98 million. Our expectation for sales assumes growth in FLAG 
segment sales of zero to four percent, and growth in FRAG segment sales of one to six percent, both compared to 2012 
levels.  
 
In 2013, operating income is expected to experience headwind from foreign currency exchange rates of between $1 
million and $2 million and steel prices are expected to remain approximately stable compared to 2012 with no significant 
impact on a full year basis compared to 2012. The 2013 operating income outlook includes non-cash charges of 
approximately $14 million related to acquisition accounting.  
 
Free cash flow in 2013 is expected to range between $40 million and $50 million, after approximately $45 million to $50 
million of capital expenditures. Net interest expense is expected to be between $17 million and $18 million in 2013, and 
the effective income tax rate for continuing operations is expected to be between 35 percent and 38 percent in 2013. 
 
Blount is a global manufacturer and marketer of replacement parts, equipment, and accessories for consumers and 
professionals operating primarily in two market segments: Forestry, Lawn, and Garden ("FLAG"); and Farm, Ranch, and 
Agriculture ("FRAG"). Blount also sells products in the construction markets and is the market leader in manufacturing 
saw chain and guide bars for chain saws.  Blount has a global manufacturing and distribution footprint and sells its 
products in more than 115 countries around the world.  Blount markets its products primarily under the OREGON®, 
Carlton®, Woods®, TISCO, SpeeCo®, and ICS® brands. 
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5) THOUGHTS FOR THE DAY 
 
 
“Sometimes the most ordinary things could be made extraordinary, 
simply by doing them with the right people.” 
 

- Elizabeth Green 
 

 
“If I had a flower for every time I thought of you,  
I could walk in my garden forever.” 
 
-- Alfred Lord Tennyson  
 
 
“It’s not your job to like me – it’s mine.”  
 
— Byron Katie 
 
 
“The only people for me are the mad ones, the ones who are mad to live, mad to talk, mad to be saved, desirous of 
everything at the same time, the ones who never yawn or say a commonplace thing, but burn, burn, burn, like fabulous 
yellow roman candles exploding like spiders across the stars and in the middle you see the blue centerlight pop and 
everybody goes ‘awww!’” 
 
— Jack Kerouac, On The Road 
 
 
“I don’t want to be married just to be married. 
I can’t think of anything lonelier than spending the rest of my life with someone I can’t talk to,  
or worse, someone I can’t be silent with.” 
 

- Mary Ann Shaffer 
 
 
“Love is the goal. 
Life is the journey.” 
 

- Osho 
 
 
“Listen to your heart, it knows everything.” 
 

- Paulo Coelho 
 
 
“The only way to make a man trustworthy is to trust him.” 
 

- Henry Stimson 
 
 
Life is not about waiting for the storm to pass, 
It’s about learning to dance in the rain. 
 

- Anonymous 
 
 



Raindrops are the perfect lullaby. 
 

- Anonymous 
 
 
“Sometimes”, said Pooh, 
the smallest things take up 
the most room in your heart.” 
 

- Winnie the Pooh 
 
 
There comes a point in your life 
when you realize who really matters,  
who never did, 
and who always will. 
 

- Anonymous 
 
 
…but when you are attracted to someone, 
it’s because of the details… 
their kindness, their eyes…their smile… 
the fact that they can get you to laugh when you need it the most. 
 

- Anonymous 
 
 
Don’t wait for the perfect moment, 
take the moment and make it perfect. 
 

- Anonymous 
 
 
“If you love a flower, don’t pick it up. 
Because if you pick it up it dies, 
and it ceases to be what you love. 
So if you love a flower, let it be. 
Love is not about possession. 
Love is about appreciation.” 
 

- Osho 
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6) BRIGGS & STRATTON TO LAUNCH 40 LAWNMOWER MODELS IN 2013 

Jeff Engel       www.bizjournals.com  
 
March 13 -- Todd Teske would’ve preferred Briggs & Stratton Corp. launch new products in a steady stream over the past 
couple years, not the flood it’s planning this year. 
 
Nevertheless, the president and CEO is excited about what’s in store for the Wauwatosa-based maker of small engines 
and outdoor power equipment, which this year expects to introduce 40 lawnmower models and related products across its 



dealer network — the most product launches in the past five years combined, according to the company and Robert W. 
Baird & Co. Inc. financial analysts. 
 
Part of the reason for the rush of new products into the dealer channel is Briggs & Stratton had been putting resources 
into its lawn and garden products for mass retailers, Teske said. 
 
But the company decided a year ago that it would no longer place its walking lawn mowers and riding tractor mowers in 
national retailers, primarily Walmart, Lowe’s, Home Depot and Sears. 
 
That meant a loss of about $100 million in annual revenue this fiscal year, but also frees up between $80 million and $100 
million in free cash flow from reduced working capital, Baird analysts wrote this week. 
 
“We realized last year that we just weren’t giving enough attention to the dealer channel,” Teske told me this week. “We 
were focused on a lot of different things. What you’re seeing is now our focus is on a few things and doing those very well, 
one of those being new and different products to the dealer channel.” 
 
Briggs & Stratton’s three primary dealer brands in the United States are Snapper, Ferris and Simplicity. 
 
Meanwhile, the company is focused on international expansion and is launching plenty of new products in markets like 
Australia and Brazil as well, Teske told me. 
 
“When you look at how our strategy is starting to play out at Briggs, it is one of innovation and new product introductions,”  
Teske told me. 
 
Innovation is a common theme with Teske, who is also co-chair of the group Innovation in Milwaukee, or MiKE, a Greater 
Milwaukee Committee initiative working to boost entrepreneurship and make the area a design and technology hub. 
 
Teske told me this flurry of product launches shows his company isn’t just talking about innovation. 
 
“Now what you’re seeing is us talking about it and doing it,” Teske said. 
 
 
 
 
 
 
BACK TO THE TOP 
 
 
 
 
 
7) ARI NETWORK SERVICES ANNOUNCES FISCAL YEAR 2013 2ND QUARTER FINANCIAL RESULTS AND 

THE CLOSING OF $4.8 MILLION PRIVATE PLACEMENT 
 
MILWAUKEE -- March 12 -- ARI Network Services, a leader in creating, marketing, and supporting SaaS and DaaS 
solutions that connect consumers, dealers, distributors, and manufacturers in selected vertical markets, reported financial 
results today for the second quarter of fiscal 2013 ended January 31, 2013. The Company also announced today that it 
has entered into definitive agreements with various accredited investors in a private placement of $4.8 million of common 
stock at a price of $1.50 per share. 
 
Highlights for the quarter included: 
 
-- On November 28, 2012, the Company acquired the assets of the retail division of 50 Below Sales & Marketing, Inc., a 
leading provider of eCommerce websites to the powersports, automotive tire and wheel aftermarket, medical equipment 
and pool and spa industries. The acquisition brings with it over 3,500 dealer websites, more than doubling the size of 
ARI's website business and making websites the Company's largest source of revenue. 
 
-- Total revenue for the second quarter of fiscal 2013 increased 35.9% to $7.5 million compared to $5.5 million in for the 
same period in fiscal 2012, primarily as a result of the acquisition. 
 
-- Recurring revenue for the quarter increased 41.9% to $6.6 million, or 88.3% of total revenue, from $4.7 million, or 
84.6% of total revenue, for the same period in fiscal 2012. 
 



-- For the quarter ended January 31, 2013, churn (the measure of customers that do not renew) improved approximately 
28.4% compared to the same quarter last year. 
 
Fiscal Year 2013 Second Quarter Financials 
 
ARI reported revenue of $7.5 million for the second quarter of fiscal 2013 versus $5.5 million for the same period last 
year, an increase of 35.9%. Recurring revenue comprised approximately 88.3% of total revenue during the quarter and 
86.0% of total year to date revenue in fiscal 2013, compared to 84.6% and 84.2% for the same periods last year. 
 
Total operating expenses increased 55.0% to $6.3 million for the three months ended January 31, 2013 compared with 
$4.1 million for the three months ended January 31, 2012. This increase resulted primarily from the addition of the 
Ready2Ride and 50 Below operations. Of this increase, approximately $625,000 represents acquisition-related legal and 
professional fees. The company reported a loss from operations of $566,000 during the quarter, versus operating income 
last year of $170,000. This loss stems primarily from the acquisition-related fees as well as ongoing integration activities. 
 
The company reported net income of $4,000, or $0.00 per share, for the quarter ended January 31, 2013, compared to 
$61,000 or $0.01 per share for the same period last year. EBITDA, a non-GAAP measure, was $241,000 for the second 
quarter of fiscal 2013, compared to $935,000 for the same period last year. 
 
Private Placement Transaction 
 
The Company entered into definitive agreements with various accredited investors in a private placement of 
approximately $4.8 million of common shares at a price of $1.50 per share. In addition, the Company will issue to the 
investors warrants to purchase 1,066,667 shares of common stock. The warrants have an exercise price of $2.00 per 
share and are exercisable for five years. 
 
New institutional investors accounted for the majority of the financing and existing investors made up the remainder. The 
signing of the purchase agreements occurred on Tuesday, March 12, 2013. The offering is expected to close on or about 
Monday, March 18, 2013, subject to satisfaction of customary closing conditions. Ascendiant Capital Markets LLC acted 
as the exclusive placement agent for the transaction. 
 
The securities offered in this private placement have not been registered under the Securities Act of 1933, as amended, 
or applicable state securities laws. Accordingly, the securities may not be offered or sold in the United States except 
pursuant to an effective registration statement or an applicable exemption from the registration requirements of the 
Securities Act of 1933 and such applicable state securities laws. The securities were offered only to accredited investors. 
 
Management Discussion 
 
Roy W. Olivier, President and Chief Executive Officer of ARI, commented, "50 Below integration activities are well 
underway; this acquisition will be a game changer for ARI. The integration of 50 Below into ARI makes us one of the 
leading providers of websites to the powersports market, and the addition of Ready2Ride's aftermarket fitment data to our 
product offering makes ARI one of the most comprehensive providers of eCommerce solutions to the powersports 
industry. This acquisition also provides us with a footprint in the automotive aftermarket industry with more than 2,000 
wheel and tire dealer websites." 
 
Mr. Olivier continued, "The recent acquisitions should rapidly facilitate the growth of the company, and the synergistic 
opportunities from integrating operations significantly enhance the scalability of the combined organization. We expect 
both of these acquisitions to be accretive to earnings in fiscal 2014 and anticipate EBITDA returning to historical levels in 
fiscal 2015, as we continue to consolidate operations and further leverage our fixed operating cost structure. We remain 
very focused on our organic growth strategy as well and released numerous product upgrades and new features, 
including the roll out of our new AccessorySmartTM aftermarket parts lookup solution, a first for the powersports industry. 
I am extremely excited with the future prospects for our organization." 
 
Darin Janecek, Chief Financial Officer of ARI, commented, "While our operating results will be affected over the remainder 
of fiscal 2013 from the acquisition-related legal and professional fees as well as ongoing integration activities, we 
anticipate significant year-over-year revenue growth from these acquisitions. We expect both the Ready2Ride and 50 
Below acquisitions to be accretive to earnings in fiscal 2014 and anticipate additional revenue growth next year as well." 
 
With respect to the private placement transaction, Mr. Olivier commented, "we are also very pleased to announce this 
significant financing transaction, the proceeds of which will be used to pay down the debt used to finance our recent 
acquisitions. Reducing our debt structure to pre-acquisition levels will allow us to prioritize our efforts on integrating the 
acquired companies, which will position us to further advance our competitive position in the marketplace and 
opportunistically take advantage of strategic situations." 
 



About ARI 
 
ARI Network Services, Inc. is a leader in creating, marketing, and supporting software, software as a service ("SaaS") and 
data as a service ("DaaS") solutions that enhance revenue and reduce costs for our customers. Our innovative, 
technology-enabled solutions connect the community of consumers, dealers, distributors, and manufacturers to help our 
customers efficiently service and sell more whole goods, parts, garments, and accessories worldwide in selected vertical 
markets that include powersports, outdoor power equipment, marine, and white goods. We estimate that more than 
22,000 equipment dealers, 140 manufacturers, and 195 distributors worldwide leverage our technology to drive revenue, 
gain efficiencies and increase customer satisfaction. 
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8) JUDGE DENIES GENERAC REQUEST FOR NEW TRIAL IN PATENT INFRINGEMENT CASE AGAINST 

KOHLER 
Jeff Engel     www.bizjournal.com  

 
MILWAUKEE -- March 11 -- A judge last week denied Generac Power Systems Inc.’s request for a new trial in a patent 
infringement case the company brought against Kohler Co. in late 2011. 
 
The decision by U.S. District Court Judge J.P. Stadtmueller upheld a jury verdict in favor of Kohler and its distributor, Total 
Energy Systems LLC, and rejected post-trial motions filed by Generac, according to court documents and a Kohler press 
release. 
 
Generac had claimed Kohler infringed on a patent related to control systems on generator sets. The court found one of 
Generac’s claims invalid prior to trial, and the jury later determined that Kohler and TES did not infringe on Generac’s 
patent, and that the “remaining asserted claim of the patent was invalid,” Kohler said. 
 
The court last week denied Generac’s post-trial motions seeking a “judgment as a matter of law” and a new trial, court 
documents show. 
 
Kohler Power Systems president Larry Bryce said in a written statement that the company is grateful for the outcome of 
the litigation and hopes the ruling means “the matter is put to rest.” 
 
“While we are disappointed with the jury’s findings in this particular case, we will remain diligent in aggressively protecting 
our company’s intellectual property rights,” said Aaron Jagdfeld, Generac president and CEO, in a written statement to 
The Business Journal. “As we evaluate our options to appeal this particular decision, we will also turn our attention to yet 
another pending case regarding the infringement by Kohler of a Generac patent.” 
 
Generac (NYSE: GNRC) is a Genesee-based generator and engine-powered products manufacturer. 
 
Kohler is a Kohler-based privately held company whose products include standby generators. 
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9) GENERAC HOSTS JOB FAIR 
www.biztimes.com  

 
March 11 -- Waukesha-based Generac Power Systems Inc. recently hosted a job fair at its Whitewater facility to hire 
about 100 new employees. 
 
About 20 of the positions are for Whitewater and the other 80 are for the company’s brand new Jefferson facility, said 
Nancy Schroeder, senior human resource manager in Whitewater. 
 
Both broadened product lines and increased demand are driving the company’s growth, said Rhonda Matschke, vice 
president of human resources.  
 
“We are in a growth period of time,” Matschke said. “We’ve seen growth as a result of the increased demands due to 
severe storms.” 
 
About 80 percent of the open positions have been filled. About 125 people came to the job fair, and the company expects 
to be finished hiring this month, Schroeder said. 
 
The job fair format is more efficient for hiring a large group and the company can show the potential employee the facility 
and see where they might be working, she said. 
 
The new employees will bring Generac’s total job count to 3,200 globally, 2,700 of which are in Wisconsin. 
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10) THE OBITUARY OF HARRY WEATHERSBY STAMPS                 
 
You and I never met Harry W. Stamps but that is our great loss, not his.   Most men I know would “die” to have an obituary 
like Harry’s because that would mean they lived the amazing and wonderful life he lived.  To have a family like his who 
could write this obituary meant he was surrounded by wonderful people who loved him and loved and admired the life he 
lived.  Harry lived the life that brought him joy, the life he wanted to live, the life we can only be envious of.  Rest in peace, 
Harry Weathersby Stamps. 
 
Harry Weathersby Stamps 
 
December 19, 1932 -- March 9, 2013 
 
Long Beach, MS 
 
Harry Weathersby Stamps, ladies' man, foodie, natty dresser, and accomplished traveler, died on Saturday, March 9, 
2013. 
 
Harry was locally sourcing his food years before chefs in California starting using cilantro and arugula (both of which he 
hated). For his signature bacon and tomato sandwich, he procured 100% all white Bunny Bread from Georgia, Blue Plate 
mayonnaise from New Orleans, Sauer's black pepper from Virginia, home grown tomatoes from outside Oxford, and 
Tennessee's Benton bacon from his bacon-of-the-month subscription. As a point of pride, he purported to remember 
every meal he had eaten in his 80 years of life.  
 
The women in his life were numerous. He particularly fancied smart women. He loved his mom Wilma Hartzog 
(deceased), who with the help of her sisters and cousins in New Hebron reared Harry after his father Walter's death when 
Harry was 12. He worshipped his older sister Lynn Stamps Garner (deceased), a character in her own right, and her 
daughter Lynda Lightsey of Hattiesburg. He married his main squeeze Ann Moore, a home economics teacher, almost 50 
years ago, with whom they had two girls Amanda Lewis of Dallas, and Alison of Starkville. He taught them to fish, to 
select a quality hammer, to love nature, and to just be thankful. He took great pride in stocking their tool boxes. One of his 
regrets was not seeing his girl, Hillary Clinton, elected President.  
 



He had a life-long love affair with deviled eggs, Lane cakes, boiled peanuts, Vienna [Vi-e-na] sausages on saltines, his 
homemade canned fig preserves, pork chops, turnip greens, and buttermilk served in martini glasses garnished with 
cornbread.  
 
He excelled at growing camellias, rebuilding houses after hurricanes, rocking, eradicating mole crickets from his front 
yard, composting pine needles, living within his means, outsmarting squirrels, never losing a game of competitive 
sickness, and reading any history book he could get his hands on. He loved to use his oversized "old man" remote 
control, which thankfully survived Hurricane Katrina, to flip between watching The Barefoot Contessa and anything on The 
History Channel. He took extreme pride in his two grandchildren Harper Lewis (8) and William Stamps Lewis (6) of Dallas 
for whom he would crow like a rooster on their phone calls. As a former government and sociology professor for Gulf 
Coast Community College, Harry was thoroughly interested in politics and religion and enjoyed watching politicians act 
like preachers and preachers act like politicians. He was fond of saying a phrase he coined "I am not running for political 
office or trying to get married" when he was "speaking the truth." He also took pride in his service during the Korean 
conflict, serving the rank of corporal--just like Napolean, as he would say. 
 
Harry took fashion cues from no one. His signature every day look was all his: a plain pocketed T-shirt designed by the 
fashion house Fruit of the Loom, his black-label elastic waist shorts worn above the navel and sold exclusively at the 
Sam's on Highway 49, and a pair of old school Wallabees (who can even remember where he got those?) that were 
always paired with a grass-stained MSU baseball cap.  
 
Harry traveled extensively. He only stayed in the finest quality AAA-rated campgrounds, his favorite being Indian Creek 
outside Cherokee, North Carolina. He always spent the extra money to upgrade to a creek view for his tent. Many years 
later he purchased a used pop-up camper for his family to travel in style, which spoiled his daughters for life.  
 
He despised phonies, his 1969 Volvo (which he also loved), know-it-all Yankees, Southerners who used the words 
"veranda" and "porte cochere" to put on airs, eating grape leaves, Law and Order (all franchises), cats, and Martha 
Stewart. In reverse order. He particularly hated Day Light Saving Time, which he referred to as The Devil's Time. It is not 
lost on his family that he died the very day that he would have had to spring his clock forward. This can only be viewed as 
his final protest.  
 
Because of his irrational fear that his family would throw him a golf-themed funeral despite his hatred for the sport, his 
family will hold a private, family only service free of any type of "theme." Visitation will be held at Bradford-O'Keefe Funeral 
Home, 15th Street, Gulfport on Monday, March 11, 2013 from 6-8 p.m.  
 
In lieu of flowers, the family asks that you make a donation to Mississippi Gulf Coast Community College (Jeff Davis 
Campus) for their library. Harry retired as Dean there and was very proud of his friends and the faculty. He taught 
thousands and thousands of Mississippians during his life. The family would also like to thank the Gulfport Railroad 
Center dialysis staff who took great care of him and his caretaker Jameka Stribling.  
 
Finally, the family asks that in honor of Harry that you write your Congressman and ask for the repeal of Day Light Saving 
Time. Harry wanted everyone to get back on the Lord's Time. 
 
 
 
 
BACK TO THE TOP 
 
 
 
 
11) ILLINOIS DEALER ELECTED CHAIRMAN OF NAEDA BOARD IN RECENT ELECTIONS 
 
Fenton, Mo. – March 1 -- Tom Nobbe, of Waterloo, IL, has been elected chairman of the board of directors of the North 
American Equipment Dealers Association (NAEDA). 
 
Nobbe is general manager of Wm Nobbe & Co., a seven-location John Deere equipment dealership serving southern 
Illinois and southeastern Missouri. Wm Nobbe & Co. locations include Waterloo, IL, Jerseyville and Steelville, IL, and 
Scott City, Ste Genevieve, Farmington and St. Peters, MO.  
 
Nobbe is serving his second three-year term on the NAEDA board from the Midwest Equipment Dealers Association 
(MEDA). 
 
Nobbe assumed the role of chairman on March 1, 2013. Blaine Bingham, of Mesa, AZ, also was elected as first vice 
chairman of the NAEDA board and Brian Carpenter, of Middlebury, VT, was elected as second vice chairman.  Bingham 



represents the Far West Equipment Dealers Association. Carpenter represents the Northeast Equipment Dealers 
Association. Also serving on the NAEDA Executive Committee is Joe Nash of Mississippi, immediate past chairman and 
Gary Manke of Wisconsin who represents all the NAEDA affiliated associations. 
 
Nobbe graduated from Southwestern Illinois College in Belleville, IL. 
 
Nobbe is active in the communities of Waterloo and Red Bud, IL. He is in the Waterloo Rotary Club and is director of the 
First State Bank of Red Bud. He is a past board member of the St. Louis Agri-Business Club.  
 
ABOUT NAEDA:  
NAEDA is one of the longest running trade associations in North America.  It is affiliated with 16 state, regional and 
provincial associations made up of member dealers in their area; 14 of the associations are in the United States, two are 
in Canada.  Each association acts as an autonomous unit within the area it serves. Together, NAEDA and its affiliates 
provide a wealth of services to approximately 5,000 equipment dealers in the two countries. 
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12) KAI WARN APPOINTED NEW PRESIDENT AND CEO OF HUSQVARNA GROUP 
 
STOCKHOLM, March 27 -- The Board of Directors of Husqvarna AB decided to appoint Kai Warn as President and CEO 
of Husqvarna Group effective as of July 1, 2013. Hans Linnarson, who was appointed President and CEO in 2011, will 
continue to work for the Group until he retires early 2014. 
 
Kai Warn has solid industry background. He worked for the power and automation technologies company ABB between 
1985 and 2004, where he held various senior international positions including roles in Belgium, Germany and the U.K. His 
last assignment at ABB was as President of the Business Unit ABB Robotics Products. Between 2004 and 2010, Kai 
Warn was President and CEO at Seco Tools AB, a leading global metal cutting tools company, at that time listed at 
NASDAQ OMX Nordic stock exchange. Thereafter, Kai Warn has held the position as Operations Partner at the private 
equity firm IK Investment Partners. 
 
Kai Warn was born in 1959 and is a graduate from the Royal Institute of Technology in Stockholm, Sweden. 
 
"On behalf of the Board, I want to welcome Kai to the position as President and CEO of Husqvarna AB. In Kai Warn, 
Husqvarna finds a President and CEO who in his previous positions has demonstrated strong leadership and strategic 
skills and who is well acquainted with global businesses. At the same time, we would like to thank Hans Linnarson for his 
great contributions as President and CEO during a couple of challenging years," says Lars Westerberg, Chairman of the 
Board of Husqvarna AB. 
 
Husqvarna Group Husqvarna Group is the world's largest producer of outdoor power products including robotic lawn 
mowers, garden tractors, chainsaws and trimmers. The Group is also the European leader in consumer watering products 
and one of the world leaders in cutting equipment and diamond tools for the construction and stone industries. The 
Group's products and solutions are sold via dealers and retailers to both consumers and professional users in more than 
100 countries. Net sales in 2012 amounted to SEK 31 billion, and the Group had 15,400 employees on average in more 
than 40 countries. 
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13) 2013 – 2014 OPE INDUSTRY MEETING AND EVENTS CALENDAR 
 
 

2013 - 2014 OPE INDUSTRY MEETING AND EVENTS CALENDAR 

 

January 21-23, 2014 
 BTME-BIGGA, British Turf Management and the British International Golf & 
Greenkeepers Association Show, Harrogate International Center, England 

   

January 21-24, 2014  World of Concrete, Las Vegas Convention Center, Las Vegas, NV 

   

February 8-11, 2014 
 OPEAA, Outdoor Power Equipment Aftermarket Association Annual Meeting,  
Charleston Place, 205 Meeting Street, Charleston, SC 

   

February 9-12, 2014 
 The Rental Show, American Rental Association Conference and Trade 
Show, Orange County Convention Center, Orlando, FL 

   

February 23-26, 2014 
 OPEESA, Outdoor Power Equipment and Engine Service Association  Annual 
Members Meeting, Miramonte Resort & Spa, Palm Springs Valley, Indian 
Wells, Calif. 

   

March 9, 2014  Daylight Savings Time Begins 

   

April 10-13, 2013 
 EETC, Equipment and Engine Training Council 17

th
 Annual Conference, The 

Radisson Hotel, Bloomington, MN  

   

May 7-9, 2013 
 National Hardware Show, Las Vegas Convention Center and Sands 
Convention Center, Las Vegas, NV 

   

June 18-21, 2013  OPEI, Outdoor Power Equipment Institute Annual Meeting, Williamsburg, VA 

   

June 23-29, 2013 
 

 Skills USA, National Leadership and Skills Conference, Kansas City, MO 

   

September 2-4, 2013 
 SPOGA+GAFA, International Garden Trade Fair with the International Trade 
Fair for Sport, Camping and Garden Lifestyle, Cologne, Germany           

   

September 3-5, 2013 
 IOG SALTEX, Grounds Care, Sports Facilities, Amenities, Landscaping And 
Estate Management Outdoor Trade Show, Windsor Race Track, Windsor, 
Berkshire, England 

  . 

September 16-18, 2013  GLEE, International Garden and Leisure Show, NEC Birmingham, England 

   

October 23-25, 2013 
 GIE+EXPO, Combining GIE+EXPO and the Hardscape North America 
Shows, Louisville, KY 

   

Oct 30 - Nov 2, 2013  FFA, Future Farmers of America Annual Convention, Louisville, KY 

   

November 3, 2013  Daylight Savings Time Ends 
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http://www.harrogateweek.org.uk/
http://www.worldofconcrete.com/
http://www.opeaa.org/
http://www.therentalshow.com/
http://www.opeesa.com/
http://www.eetc.org/
http://www.nationalhardwareshow.com/
http://www.opei.org/
http://www.skillsusa.org/events/nlsc.shtml
http://www.spogagafa.com/en/spogagafa/home/index.php
http://www.iog.org/shows-and-events/iog-saltex
http://www.gleebirmingham.com/
http://www.gie-expo.com/


14) 2013 – 2014 OPEESA BOARD, OFFICERS, EXECUTIVE DIRECTOR CONTACT INFORMATION 
 
 

2013 – 2014 OPEESA Board of Directors 

FIRST 

NAME 

LAST NAME COMPANY EMAIL POSITION/TERM 

Todd Winstead Tidewater Power Equipment 

5796 Thurston Ave.  

Virginia Beach  VA  23455 

twinstead@tpeco.com President  

Ron Monroe Hayward Distributing Co. 

4061 Perimeter Drive 

Columbus  OH  43228 

rmonroe@haydist.com Vice President Annual 

Meeting 

Mike Rounsavall Servantage Dixie Sales Co. 

5920 Summit Ave.  

Browns Summit  NC  27214 

mrounsavall@dixiesales.com Sec/Treas. 

Pete  Yunker Power Equipment Systems 

1645 Salem Industrial Dr. 

Salem  OR  97301 

petey@pesnet.com Past President 

Robert  Smith Smith’s South-Central Sales 

Co. 

1802 S. Arkansas St.  PO Box 

578 

Springhill  LA  71075 

rsmith@smithssc.com 2014 

Rick  Bryan IV Bryan Equipment Sales, Inc. 

457 Wards Corner Road 

Loveland  OH  45140 

rbiv@bryanequipment.com 2014 

Jeff Plotka Precision Work 

75 Harbor Road  

Port Washington  NY  11050 

jeff@precisionworkinc.com 2014 

Mike Horak GE Capital, CDF 

5595 Trillium Blvd. Hoffman 

Estates, IL  60192 

mike.horak@ge.com 2014 
Manufacturer/ Affiliate 

Rep. 

Ted  Finn Gardner, Inc. 

3641 Interchange Road 

Columbus, OH  43204 

tedf@gardnerinc.com 2015 

Mark DeShetler Florida Outdoor Equipment 

2691 Dardanelle Drive 

Orlando, FL  32808 

mdeshetler@floridaoutdoor.com 2015  

Michael Rickey American Honda Motor Co. 

4900 Marconi Drive 

Alpharetta,  GA  30005 

Michael_rickey@ahm.honda.com 2015 
Manufacturer/ Affiliate 

Rep. 

Steve Purdy Oscar Wilson Engine & Parts 

826 Lonestar Drive O’Fallon, 

MO  63366 

spurdy@oscar-wilson.com 2016 

Nancy Cueroni OPEESA 

37 Pratt Street   

Essex  CT  06426 

Info@opeesa.com Executive Director 
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